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• Current innovation model unsustainable

• New food channels & competitors

• Global expansion

• Many opportunities with limited resources

• Not all the “smart” people work for us

• GMI holds <1% of US food patents

• More R&D being done by small companies

• Too many “smart” people work for us

• GMI has 1200 Scientists and Engineers

• Impossible to know all of the projects, experts and IP
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1. Speed to market

2. Lower risk 

exploration 

3. Access to 

incremental 

resources

4. More impactful 

product launches
Internal External

Brand Expansion Launches 
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Launches with significant external 

component had 1.6X  in-market impact 



1. Know What You Want

2. Tell People What You Need (Break Down the Walls)

3. Build a Connection Mindset

4. Start Small (Think Like a Start-Up)

5. Demonstrate Some Quick Wins

6. Continue to Think About What’s Next
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Seeking natural products that contain, or 

technologies that produce, high sources of free 

glutamate compounds

Seeking innovations to block bitter receptors or 

mask undesirable bitter off-flavors

I want less of the “bad” 

stuff in my food

We want to offer a reduced 

sodium line of soups

Consumer Need

Business Need

Technical Need
I need to reduce sodium 

without negatively impacting 

taste

Problem Statement 1

Problem Statement 2

http://www.cspinet.org/nah/articles/salt.html


“I was in Minneapolis and didn’t know 

who to call at General Mills”

“We usually have to guess what 

General Mills wants”

“I never knew other people in the 

organization were working on 

something similar”





Invention 

Model

Connection 

Model

The 

lab is 

my 

world

The 

world  

is my 

lab

Colleagues

Suppliers

Universities

Other 

Industries

Food

Manufacturers

Government 

LabsInternal 

Collaboration
Collaboration 

with Trusted 

Partners

Collaboration 

with New 

Partners

http://www.clas.ufl.edu/users/rhatch/NSF-PLANS/THINKER.GIF






“General Mills is a closed organization to 

many suppliers…open communication with 

strategic partners is key in developing a 

mutually beneficial relationship”

Strategic Supplier Survey, 2005



40 Supplier 
(CEO/CTO)

200+ Proposals

71 in Further Assessment

2 Day 
Conference

22 Technical 
Needs Briefs

GMI Senior 
Leaders



“We have much greater clarity on the 

General Mills strategies & needs – we no 

longer have to read the tea leaves.”

Strategic Supplier, 2009
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Consumer Need

+

Technology

In-Market Success



“…it is General Mills policy not to review, 

accept, or fund any submitted idea from 

outside the company”

GMI Response to Technology Broker

April 21, 2005



“We believe that there is a great 

opportunity for us to enhance and 

accelerate our innovation efforts by teaming 

up with world-class innovators from outside 

our company.”





(Leverage iNNo360)



Start-up Strategy

• Benchmark best in 

class companies

• Run small-scale pilots 

to create success 

stories

• Pair up with a willing 

partner

• Scale successes and 

systematize

Team Composition

• Small, nimble teams, 

“Internal” consultants

• Respected colleagues 

with strong networks

• People with passion for 

change and who will 

make stuff happen

• Lead from behind





Judi Morris

Cathy Stocker

Xia Liu

Beth Melcher

Peeyush 
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David Nathan

Alec Hopkins

Matt Lorence

Scott Kirkwood

Kim Stern

Innovation Entrepreneurs (IE’s)

• Division-based resources

• Articulate needs

• Build connections

• Assess opportunities

• Integrate opportunities into 

division pipeline

Katie OhottoLisa Kopas-Lane Tom Boileau Olaf Gruess Petros Levis



Best 

Practices

Next 

Practices



• New Tools for Connecting

– A developers “workbench” that speeds the 
connection to innovation partners

•Ways to Play Larger

– Consortia:

• Defray research costs and share risks

• Create scale for implementation

• Accelerate development of solution

• Global Scouting Network

• Identify expertise

• Build relationships

• Manage Projects



1. Know What You Want

2. Tell People What You Need (Break Down the Walls)

3. Build a Connection Mindset

4. Start Small (Think Like a Start-Up)

5. Demonstrate Some Quick Wins

6. Continue to Think About What’s Next
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Thank You


